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RECORD BREAKERS’ 
CONTEST IN MARCH 
AROUSES CONSID- 
erable INTEREST 

Early Reports Indicate Big¬ 
gest Month in History 
of Company 

The announcement made 
the first of the month that 
a Contest would be held 
among the M. A. D. Sales¬ 
men for a series of Cups, 
was greeted with consider¬ 
able enthusiasm, and there 
is a feeling of confidence 
among the Salesmen that 
the Company will have to 
give away a large number 
of these Cups before the 
month is over. 

February business was 
exceedingly good. The 
volume of sales gathered 
momentum toward the end 
of the month, and in spite 
of the fact that there 
were fewer working days, 
February’s business ex¬ 
ceeded January’s, which 
before we had felt was a 
good month’s business. The 
-men. iu the field arc very 
optimistic over these re¬ 
sults and feel that the mo¬ 
mentum gathered toward 
the end of February will 
help in starting March in 
good fashion and lay a con¬ 
siderable handicap on Old 
Man Quota. Personal busi¬ 
ness of the Salesmen was 
yery good and continues to 
be. 

A glance at the last page 
or the “Standard” will show 
the large number of Sales¬ 
men who have repeated 
th ; ,r .M. A. D. Club Rec¬ 
ords in February. We feel 
cer tain that March will 
snow even a greater num- 
f■ :. very favorable 
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startling and as revo¬ 
lutionary. 

If you are still using the 
old fabric type of tire when 
there is a better type manu¬ 
factured, you can hardly 
claim the most economical 
tire mileage. 

If you are using a three 
year typewriter w T hen there 
is a five year typewriter 
manufactured, you are not 
getting the greatest Let¬ 
ter Mileage. 

If you were using a car 
with harder riding quali¬ 
ties and not taking advan¬ 
tage of the improvements 
in spring construction and 
other points, you would be 
doing the same as using a 
style of typewriter that 
does not possess easy writ¬ 
ing qualities. 

Our point is this—the 
Royal Typewriter, first, is 
easier to operate. Second, 
it produces better work. 
Last, but equally import¬ 
ant, its longer life and the 
improvements which have 
been built into the machine 
in the last five years mean 
economy in typewriter 
operation of which y*uu 
might just as well take ad¬ 
vantage. 

Go into this typewriter 
problem. Compare the Ma¬ 
chine. Compare the Work. 
Compare the Cost. 

Put the Royal to any 
test on your own work. 
Measure the letter mileage 
and the easy writing quali¬ 
ties of a Royal Machine 
against any other machine 
you may have in your 
service. 

It is on this basis alone 
that we ask your considera¬ 
tion. 


“EARLY BIRD CLUB" 
FORMED IN SAN 
FRANCISCO 
OFFICE 


Copyright . March. 1924 . 


Letter Mileage 


Mr. Busy Executive: use 

You drive an automobile, or a ®"> en au ’ tonlo biles 
one, and you remember the . mode ls after eight 
were ready to be traded ir } ^ 01 n 

thousand miles—six, possibly. five thou- 

And you remember when • tmen t s were com- 

xand miles were the exception. thousand. Now, TEN 
monly made on the basis * ol l t ^ an the average 
thousand miles is probably know of many 

on a good set of tires. You un f d r 0 ^ d jJ^nes. 
instances of fifteen and twen \ thousand miles 

And cars that run thirty or forty thousand 


are the rule rather than the exception in the better 
grades. 

But tires have been improved—automobiles have 
been perfected—new ideas have been put in. Science 
and engineering skill have added longer life and better 
performance. 

Now, do you remember, at the same time that cars 
were running only a few thousand miles, you were 
trading typewriters every two or three years. 

Are you still doing it? If you are, you are not tak 
ing advantage of the improvement that has taken place 
in the manufacture of typewriters, which is just as 


Manager Morf of the 
San Francisco Branch is 
hot on the trail of a tradi¬ 
tion which has existed in 
the typewriter business 
ever since typewriters were 
sold, i. e., that you can sell 
more typewriters at the 
end of the month than you 
can at the beginning. 

He maintains, and right¬ 
ly too, that this is simply 
a psychological “letting- 
up” of pace, and that, if 
a man makes up his mind 
to, he can sell as many 
typewriters the beginning 
of the month as the end. 

He has, therefore, or¬ 
ganized in his office the 
“Early Bird Club,” to 
which any man who sells 
ten typewriters up to the 
end of the month is eligi¬ 
ble. We feel certain it will 
be highly successful. 


NUMBER THREE 
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THE ROYAL STANDARD 


THE OLD MAN SAYS 


Goods are not very often sold by 
inference. It takes a direct state¬ 
ment based on service, or benefit, or 
advantage that the article offered 
will give. It is very little use hint¬ 
ing that you have something that a 
man might at some time possibly be 
interested in. Impressions are not 
made that way. When you make a 
sale, have nothing else on your mind 
but the sale. 

There is hardly any other line of 
work where the statement that “half 
hearted effort is worse than none” ap¬ 
plies more particularly than it does 
to the sale of typewriters. Good type¬ 
writer salesmen are men capable of 
concentrating on the subject in hand. 
Men of enthusiasm who let their en¬ 
thusiasm generate to a point where 
it creates interest and confidence. 

Half hearted enthusiasm is like a 
smoky fire, it doesn’t cook any dinner. 
It is like a boiler with just sufficient 
coal not to get up any steam. 

To illustrate: A man joined a golf 
club not long ago with the idea that 
he would meet the right people and 
that it would help his business. He 
was in the contracting line. He 
played with a manufacturer for a 
year or so as one of his golf com¬ 
panions, but at no time did he solicit 
any business, although the manufac¬ 
turer was a man known to have in¬ 
terests on which he would require at 
various times the services of a com¬ 
petent contractor. One day the 
manufacturer mentioned the fact 
that he had completed a new building 
and would like to have his friend 
come out and look it over, “because 
you know something about buildings.” 
“V~~ ” *he contractor 3aid, “I an. in 
the business of building exactly the 
kind of a building which you have 
erected and I am greatly surprised 
that you should have put up this 
building without giving me an op¬ 
portunity to figure on it.” “Well,” 
said the manufacturer, “I certainly 
would have done as much as that, but 
I do not recall at any time that you 
asked to figure on this building.” 
The contractor said, “I think you are 
right, it is my own fault. I figured 
on getting into contact, and I did, 
but I failed to turn on any current.” 

General publicity does not actually 
sell any goods, it merely prepares 
the grounds for the salesmen to do 
their work. 

A bond house sent out market re¬ 
ports, for the sake of general pub¬ 
licity, to a select list of buyers. The 
circular suggested “now is the time 
to buy bonds.” A man to whom this 
circular was sent called up his broker, 
bought some bonds on the advice of 
the other broker’s circular. Why ? Be¬ 
cause the man’s approach was too 
indefinite, not direct enough, it hinted, 
inferred and suggested by indirection 
that it would be a good idea to buy 
bonds from their company. They got 
the idea over that bonds should be 
bought, but they did not put over the 
idea that they should be the ones to 
sell them. 

If you are fooling around with 
building up an acquaintance. If you 
are making contacts, becoming well- 
known and scattering your interests 
and activities for the sake of adver¬ 
tising yourself and your business 
all very well and good, but do not 
forget the story of the contractor. 

After you get the contact—throw 
on the current, or you won’t get any 
results. 


The advertisement below to appear in two colors in the May issue “Hearst’s International Magazine 


SERVICE DEPARTMENT 
CONTEST FOR JANUARY 
DIVISION NO. l 



TWO VACATIONS 


Dear Anne: 

I’m simply delighted, about this new job of 
mine. Right now, at Eastertide, the entire shop is 
overflowing with the most wonderful lilies and 
their fragrance reminds me of our enchanting va¬ 
cation in Bermuda last year. 

And Anne, ivhat do you think? I’ve got a 
Royal Typewriter. The boss ordered one last week 
after I told him that l could do more work and 
better work with a Royal. Take my advice, Anne, 
and ask your boss for a Royal; it’s the one machine 
that never will lire you. 

Lots of love, 

PEGGY. 


The Royal is popular with most stenographers 
because it enables them to do more work and 
better work without fatigue. The scientifically 
balanced keys respond to the slightest touch with 
a firm, sure impression. The perfect alignment 
insures letters of unusual excellence and elimi¬ 
nates those distressing erasures which result in 
loss of time and frequent re-writing. 

And the Royal is always on the job. Its 
sturdy, rugged construction not only lengthens 
its life, but does away with time-wasting and ex¬ 
pensive repairs and adjustments. Royal Type¬ 
writer Company, Inc., 364-366 Broadway, New 
York City. Branches and Agencies the World 
Over. “Compare the Work.” 


EASY WRITING QUALITIES 


“True ease in writing comes 
from art, not chance” said 
Pope about 200 years ago. 

He must have meant liter¬ 
ary style, for there was no 
ease of writing with the 
drudgery of the pen. But, 
200 years have seen most re¬ 
markable progress. 

Ease and speed are synony¬ 
mous. That which we do 
easily is most apt to be done 
well. 

The “easy writing quali¬ 
ties' of the Royal do not come 
from “chance” but as a result 
of persistent long continued 


effort to eliminate fatigue and 
add speed. 

Ease is the heritage of this 
century, the drudgery of other 
days is rapidly passing. At 
one time ease was looked upon 
as something undesirable, but 
today ease is recognized as 
contributing to greater effi¬ 
ciency. 

Ease in performance is 
sought by scientists, by inven¬ 
tors, and through mechanical 
and electrical appliances of 
all kinds. 

Ease makes living happier 
and better. 

The “easy writing quali¬ 


ties” of the Royal Typewriter 
are the result of perfection of 
detail, of bringing to bear the 
best that the world knows of 
scientific principles of con¬ 
struction. 

There is no virtue in doing 
in a hard or difficult way that 
which is more easily accom¬ 
plished. 

Just as the Royal pioneered 
for better work, it is now the 
leader in doing easier that 
which it has always done 
better. 

1 he Royal is the machine 
of “easy writing qualities.” 


St. Louis Takes Lead 


Forward March! was the command 
given by Foreman J. Appel of the 
St. Louis office and his command was 
executed with a hundred per cent, in 
the Service Department Contest for 
January. We congratulate Mr. Appel 
and his army of co-workers on their 
good work. 

Boston, with Mr. H. Johnson, fore¬ 
man, made a gallant charge to second 
place. 

Detroit has been gradually retreat¬ 
ing, having held first position for 
November, second for December, and 
dropping to third for January. Mr. 
H. Driscoll, foreman, is preparing 
for a lively skirmish in February. 

Below is a list showing the stand¬ 
ing of the various offices: 

1— St. Louis l* 

2— Boston 1* 

3— Detroit 1 * * 

4— Minneapolis 1* 

5— Baltimore 1* 

6— Dallas 1* 

7— Atlanta 1* 

8— Chicago 1* 

9— Cleveland * 

—Washington 1* 

10— Cincinnati 1* 

11— Philadelphia 1* 

12— Louisville 

13— Pittsburgh 

14— New Orleans 
—Buffalo 

15— Los Angeles 

16— Hartford 

17— Indianapolis 

18— Portland, Ore. 

19— Kansas City 

20— New York 


DIVISION NO. 2 


Harrisburg in First Place 

Harrisburg is the victor for Jan¬ 
uary in the second division. This 
office was down in twenty-second 
place for December, and Mr. R. Bent£ 
foreman, and his staff, are deserving 
of all honors in this division. 

Akron, with Mr. A. Kichner, fore¬ 
man, came in second for January, 
after pushing through from seven¬ 
teenth position in December. 

San Antonio with Mr. J. Griffin, 
foreman, is also to be complimented 
on its fine showing coming all the 
way from twenty-ninth position in 
December to third for January. 

Below is a list showing the stand¬ 
ing of the various offices: 


1— Harrisburg 1* 

2— Akron 1* 

3— San Antonio 1* 

4— Omaha 1 * 

5— Springfield, Mass. 1* 

6— Davenport 1* 

7— Albany 1* 

8— South Bend 1* 

9— Bridgeport 1* 

10— Fort Worth 1* 

—Waterbury 

11— Houston 

12— Fort Wayne 

13— Toledo 

14— Newark 
-—Dayton 

15— Seattle 

16— Littlo Rock 
—Providence 

17— Fresno 

18— Des Moines 

19— Bangor 

20— Grand Rapids 

21— Columbus 

22— Waco 

23— Portland, Me. 

—Oakland 

24— Erie 

—Johnstown 

25— St. Paul 

—Wichita Falls 

26— Worcester 
—Denver 

27— Jacksonville 

28— Peoria 
—Duluth 

29— Memphis 
•n—Scranton 

31— Milwaukee 
—Rochester 

32— Binghamton 

33— Birmingham 

34— Richmond 

35— Evansville 

36— Springfield. O 
—Springfield, 11*- 

37— New Haven 

38— Youngstown 

39— Syracuse 
—Rockford 

40— Tacoma 

41— Sacramento 

42— Sioux City 

43— Texarkana 


TO INCREASE NETS 

-INCREASE EARNING* 
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INTERESTING FACTS ABOUT OUR PLANT 


lie; if we have a car or a 
iTset ^not help but tell the 
^rfetovnll about it When you 
with a few congenial souls and 
Z subject of automobiles is men- 
Led, my, what experiences are un¬ 
tried; what enthusiasm is awak¬ 
ed Everyone’s car is responsible 
Z new records, great economy, 
snoed and so on. Mention radio and 
1 now quickly the conversation 
limbers up, and again information is 
e iven which is surprising, illuminat¬ 
ing and appreciated; all join in on 
the wonders accomplished. 

In presenting to you a lot of in¬ 
teresting data of our huge plant in 
Hartford, Conn., where the quality 
Royal Typewriter is made, you can 
consider yourself in with a bunch of 
the factory fellows and the conversa¬ 
tion is started on the plant. It is 
then that eyes sparkle, enthusiasm 
is supreme, pride is excusable, loy¬ 
alty is clearly shown, constructive 
ability displayed and experience is 


proven. 

We can’t be too modest in tell¬ 
ing you about it. They say statistics 
are apt to bore one, but I’ll prove 
these will not because they are star¬ 
tling—the very bigness of the plant, 


By CHARLES B. COOK, Vice-President 


the tremendous responsibility rest¬ 
ing on the shoulders of the leaders, 
the huge amount of materials and 
supplies used in the construction of 
our product, the large area of floor 
space covered with hundreds of dif¬ 
ferent kinds of machinery, the vast 
volume of parts flowing through de¬ 
partments, etc. 

A concern is measured for bigness 
by what it ships in and out, hence, 
we will start with this—that the lum¬ 
ber used in shipping Royal Type¬ 
writers per year equals one million 
five hundred thousand square feet, 12- 
inch wide planks. Place then end to 
end and you would reach 284 miles 
before you finish with the last board. 
To nail this lumber into boxes, re¬ 
quires five million and one half nails 
or over two hundred miles of nails. 
This doesn’t include the lumber used 
in making the fifty-seven thousand 
boxes which are necessary to carry 
our product around the plant for 
manufacturing and storage. 

Do you know we use a tremendous 
amount of metals when you consider 
the size of a typewriter? We use 
in a year nearly a thousand tons of 
spendid grey iron castings; besides 
this we use in hundreds of sizes of 


flat sheet steel, nearly eight hundred 
tons, and these added to our screw 
stock (rods) of which we use 500 
tons, will show you that the metal 
item is a very large one with us. 

For our glass panels in the sides 
of our machines, we use yearly twenty 
miles of panels or twenty thousand 
square feet of plate glass; key glasses 
to the extent of five million are used. 
Stack these glasses one on the other, 
and you would reach over three and 
one half miles in the air. Of course, 
you need five million key rings to 
cover these glasses on your keyboard. 

Another item of interest is the 
cylinders; we use 50 miles of them 
in a year or over fifty tons. For the 
making of springs used in our ma¬ 
chine, we use spring wire, some five 
thousand seven hundred miles of it 
during a year, and with this we use 
one thousand two hundred miles of 
wire for our links. The ribbons on 
our machines are now running about 
seven hundred miles a year. 

Now, the packing of our machine 
must be done with great care, and 
upon investigation, it was found that 
we are using over 15 tons of paper 
for wrapping around our machines 
when they are ready for shipment. 


We have given you some typewriter 
information and you are perhaps won¬ 
dering about the plant, the house in 
which we build our product. Our 
plant is as modern as the present 
requirements of up-to-date manufac¬ 
turing can make. Money has not been 
spared for the installation of the 
highest type of machinery and equip¬ 
ment. Throughout the plant, there 
are over three thousand machines 
running daily parts of our typewrit¬ 
ers. It is estimated there are over 
twenty thousand tools, gauges, and 
other instruments necessary for our 
high quality, and to keep our ma¬ 
chinery and equipment going, we use 
daily over twenty-one hundred horse¬ 
power motor installation, and we 
consume over two million kilowatt 
hours per year power. 

It is most surprising to note that 
in our operation during the year, we 
use twenty millions of gallons of 
water; that during the dark periods 
of the winter when it is necessary 
to put on the electric lights, it re¬ 
quires over five thousand lamps of 
all kinds to light the plant, that dur¬ 
ing the winter months to keep our 
family of two thousand operators 
warm, we use twenty-two hundred 


tons of coal. Understand, this is 
practically all for heating only, and 
the steam is driven from four large 
boilers through some twenty-seven 
miles of piping. For light and air, 
we have large double windows, spaced 
about every eight feet on every floor, 
and there are over fifty-five thousand 
panes of glass in the two thousand 
windows. In continuous use daily, 
sixty telephones add efficiency. 

To walk through the plant from 
one end to the other, it is estimated 
that one walks about a mile and a 
quarter each trip, and on this basis 
our three watchmen walk over six¬ 
teen and a half thousand miles dur¬ 
ing a year. 

Now, fellows, it’s the plant behind 
your product, and that is why the 
information is given you. All of the 
above doesn’t mean anything if we 
at the plant and you on the selling 
end do not put the best we have in 
our respective jobs. Everything that 
stands out in the plant as worth while 
has back of it a man or men, who 
gave their best. Selling the product 
made the size of the plant possible, 
and it is just as much a monument 
to the men on the selling line, as it 
is to the men building the product. 


FACTORY TOOL ROOM 




SCHOOL DEPARTMENT 


We are showing two pictures of the 
factory tool room. In picture, left, 
you will note our highly skilled me¬ 
chanics making special machinery de¬ 
signed by our own engineers. These 
machines are the development of 


years of experience, and our large I in this part of the tool room, most of 


production makes it possible to design 
and make our own machinery for 
specific operations, rather than the 
continued use of standard equipment 
for many operations. We also make 


our taps and dies; these require un 
usual skill to manufacture as the 
limits of measurements and require¬ 
ment are exceedingly hard to control. 
When you talk about a thousandth 
part of an inch, you wonder whether 
it is possible to produce work so 
close, yet in thiaBdepartment there are 
hundreds of instances where the work 
is considerably closer than this. 

In picture, right, you will note the 
section of our tool room showing the 
tool room office, and back in the dis¬ 
tance is where we make our drill jigs, 
fixtures, punches and dies, gauges, 
etc. Thousands of tools of every de¬ 
scription are turned out yearly. High 
Trade steel, high speed steel, machine 
steel and other grades are used, each 
for a specific purpose. The Royal men 
employed in our tool room are ex¬ 
tremely high grade, and many rank 
as real artists in skill and workman¬ 
ship. We have boys who are serving 
out their apprenticeship covering sev¬ 
eral years, being trained for the 
close, precise requirements of our 
future product. There can be no let 
up in the knowledge or experience 


necessary, but rather a greater science 
and skill with a greater co-ordination 
and a thorough interpretation of the 
plant's requirements. No idea, no 
suggestion, no model, no plan is too 
great for this department’s interpre¬ 


tation and constructive 
machinery, fixtures, etc 
ical intelligence of the 
ly in our tool room; 
the essential factor 
plant. 


skill in tools, 
The mechan- 
plant is large- 
its output is 
of a modern 


SCHOOL DEPARTMENT 


SECURING SCHOOL BUSINESS 

School sales cannnt nlwnvc he will do business. As a rule they are sell each one 


i Continued from March Issue 


sales cannot always be 
cl °sed immediately. Very often the 
ma y be considering a change, 
u t has not the authority to purchase 
without first receiving the consent of 
e school committee, which consent 
J* * ay not be obtainable until the regu- 
ar committee meeting. Trying to 
•° rce ,l 8a ^ e when this condition exists 
ls n ot discreet. 

an schools are not handled in 
diY | Sam<i manner might be well to 
' 0 t b° m into classes and the writer 
dass tn ^ aV ° r Bluatrut© how each 

* do their purchasing of type- 
7 era - and whom to see. 
Bch-^ial Colleges and Private 
, ( °° 9 are generally directed by 
the ^ av ‘ n K a financial interest 
cft* A „ SC . °°l ont * in the majority 


cases 


of 


i® the party with whom you 


will do business. As a rule they are 
located in the office and are accessible 
at any time. An interview with the 
teacher in this class of school is not 
always easily obtained. 

Large cities sometimes have a num¬ 
ber of schools where typewriting is 
taught. Each school should be han¬ 
dled as a separate unit and sold on 
the Royal. Interview the head of the 
Commercial Dept, and through them 
the teachers. From a booklet issued 
by the city it is possible to obtain 
full information regarding all con¬ 
nected with the Educational Dept. 
Sometimes the School Committee is 
divided into sub-committees, each of 
which has special duties assigned; if 
such is the case, ascertain the names 
of those comprising the committee 
which purchases the typewriters and 


sell each one individually on the 
Royal. Be on as friendly terms as 
possible with the party who signs 
the requisitions, as sometimes they 
have enough influence with the com¬ 
mittee to swing business the way 
they wish. This class of schools gen¬ 
erally notify all typewriter companies 
of any proposed purchase and invite 
bids for the business. 

Small cities sometimes maintain in 
addition to the Senior High School 
one or more Junior High Schools, 
where typewriting is taught. The 
purchasing is generally done by the 
Superintendent of Schools and dif¬ 
fers from the large cities, inasmuch 
as they do not advertise for bids, 
buying in smaller quantities, but buy¬ 
ing more often; therefore, should be 
-ailed upon at every opportunity. 


Each year these cities appropriate an 
amount of money for the School Dept, 
and Superintendent can use his own 
judgment as to expenditure of same, 
keeping within the amount appropri¬ 
ated. When a number of typewriters 
are to be purchased the matter is 
sometimes referred to the School 
Committee, who, as a rule, are gov¬ 
erned by the Superintendent’s rec¬ 
ommendation. Don’t neglect the 
Junior School, give them the same 
attention as the Senior School. These 
students will desire the Royal in the 
Senior School if they have been using 
it in the Junior School. 

Town High Schools are generally 
controlled absolutely by the School 
Committee, the Superintendent hav¬ 
ing no authority to purchase any¬ 
thing without their consent and ap 


By HARRY E. BURTON 
Manager Boston School Dept. 

proval. The teacher is a big factor 
this class of schools, the commit¬ 
tee are liable to be governed entirely 
by their recommendation. 

Parochial Schools are controlled by 
a Superior who places the orders, re¬ 
lying entirely upon the recommenda¬ 
tion of the teacher. In this class of 
schools the pupils are to be consid¬ 
ered, as the teacher endeavors to sup¬ 
ply them with the typewriters they 
prefer. 

In schools, as well as commercial 
business, there is one thing which 
every typewriter user appreciates and 
which every salesman should render 
at every possible opportunity—Serv¬ 
ice. The company or man who fur¬ 
nishes the best service will eventually 
obtain the business. 

































































4 


DEALERS’ DEPT. SUPPLEMENT 
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DEALERS’ DEPT. SUPPLEMENT 


Dealers’ 100 Per Cent 
Club for February 

There was no shortage of 100 per 
cent, dealers in February, although it 
was the shortest month in the year. 

The following aggressive dealers 
knew they were working under a han¬ 
dicap, but this did not deter them 
from winning the membership. 

We congratulate them as we feel 
proud of their achievements. 



1—GURDON R. 
ABELL, INC. 
Poughkeepsie, N. Y. 



2—ANDERSON 
Anderson T. W. Co. 
Pasadena, Cal. 



- -- DC ii »uu x. i>. 

York, Pa. Canton, O. 



5—FOGG 

Boulder T. W. Ex. 
Boulder, Colo. 



6—CANTOR 
Bristol Typewriter 
Co. 

Bristol, Va. 




9—CASPER 
Typewriter Ex. 
Casper, Wyo. 



10—CROSBY 
Crosby-Mook Co. 
Warren, O. 



Colorado Springs 
Colo. 


12—ECKHARDT 
Green Bay, Wis. 



13—EICHOLTZ 
New Oxford, Pa. 



IS—ERVIN 
T. W. Ex. 
Anderson, Ind. 



17—GRANT 
Grant’s T. W. Ex. 
Beaumont, Texas 



l-l—Ellington-Malone 
Co. 

Charleston, S. C. 



16—HARTSOCK 
Graham & Wells 
Corvallis, Ore. 



18—JORDAN 
Plattsburgh, N. Y. 



19—SWADENER 
Lux & Swadcner 
Logansport, Ind. 



20—Nebraska Type¬ 
writer Co. 
Lincoln, Neb. 


THEY’RE OFF!—BIG SPRING SALES CONTEST 

DEALERS’ SALES DEPARTMENT 


March, April and May will decide 
which three dealers in the domestic 
sales organization will be invited to 
headquarters for a trip to the fac¬ 
tory at Hartford and a visit to Gen¬ 
eral Offices at New York. 

The first week in July the Dealers’ 
Department propose to celebrate the 
breaking of all records, and the es¬ 
tablishing of new ideals as to terri¬ 
torial possibilities. We will have 
three representative dealers here to 
participate. 

We want these dealers to meet the 
Company officials. We want them to 
know the men at the factory; those 
men who have by such infinite care 
and attention to manufacturing pro¬ 
cesses contributed so largely to the 
dealers’ success. 

We want them to meet and greet 
the home guard, the Metropolitan 
Sales Organization that put over a 
75 per cent, increase in the city of 


New York. The manager of this 
sterling organization, thinks that 
Green Bay, Wis., is right across “the 
river” from Casper, Wyo., and that 
Beaumont and El Paso, Texas, are 
twin cities, and most typewriters are 
sold within “forty-five minutes of 
Broadway.” We want to show him 
the calibre of men that make it pos¬ 
sible for his organization to sell “Big 
Business” at its home and scatter our 
product from Plattsburgh, N. Y., to 
Pasadena, Cal., and from Corvallis, 
Ore., to Tampa, Florida, with the as¬ 
surance that the Royal Customer will 
always be cared for. 

It * will be some party and the 
dealers invited will be determined by 
the March, April and May contest, 
rules for which are in the hands of 
every dealer. 

W. B. STEWART, 

Assistant Sales Mgr. 



THE ROYAL GO-GETTERS AT CASPER, WYOMING 


The accompanying photo gives the 
Royal organization an opportunity 
to become better acquainted with the 
management and headquarters of our 
all-round hundred per cent, dealers at 
Casper, Wyoming. 

Mr. George J. Reiser on the extreme 
right and Mr. Willard L. Tabert next 
to him are the capable owners and 


convincing salesmen. Mr. Arlo A. 
Hutt, next in line, is the Office Man¬ 
ager, and on the extreme left is Mr. 
Charles O. Morris, who supervises 
the mechanical end of the business. 

The store is located in an ideal 
section of Casper, which is the great 
oil center of the West. This advan¬ 
tage coupled with their progressive 
and up-to-date executive and sales 


methods easily accounts for the 
splendid records made by these Royal 
go-getters of the West. 

The photo clearly shows the large 
amount of display space which makes 
it possible for the Casper Typewriter 
Exchange to keep the Royal Type¬ 
writer before the eyes of the public 
at all times. 



21—PAXTON 
Paxton T. W. Co. 
Bloomington, III. 



23—PRIOR 
Trenton, N. .T. 



22—Pound & Moore 
Co. 

Charlotte, N. C. 



24—RICHARDSON 
West Palm Beach. 

Fla. 



Tampa, Fla. 



27—STETZEL 
Waterloo. Ia. 



26—RUGEN 
Newport, R. I. 



28—Tulsa T. W. Co. 
Tulsa, Okla. 



29—Typewriter & 30—Western T. W 

Office Supply Co. & Supply Co. 

El Paso, Tex. Reno, Nev. 



31—C W. Yates Co. 
Wilmington, N. C. 


M. A. D. CLUB FOR 
FEBRUARY 



Benson T. W. 
Canton, O. 


Co. 



3—PRIOR 


Trenton, N. J. 



5—Tulsa T. W. Co. 
Tulsa, Okla. 



7—BANCROFT 
York, Pa. 



Tampa, Fla. 




Office Specialty Co. 
Fargo, N. D. 



9—NICHOLS 
Western T. W. Co. 
Topeka, Kan. 


SELLING 


Occasionally we see articles, or 
hear people argue that selling is a 
profession which is absolutely un¬ 
necessary. 

And yet, as a rule, the very ones 
that make these statements owe all 
they own to salesmanship. Selling is 
one of the most honorable and the 
oldest profession in the world. 
Everything that is worth while must 
be sold. Moses had to sell the ten 
commandments to his people. Caesar 
had to sell his ideals and ideas to the 
Roman Senate. Columbus would 
never have discovered America had 
he not been able to sell his idea to 
the Spanish Government. 

Salesmanship is what has brought 
modern business and progress to the 
point where it is. It is responsible 
more largely than any other single 
factor for America’s supremacy in 
the industrial world. 

A good salesman enjoys an envi¬ 
able position. His profession is one 
which is in great demand in modern 
business. A good salesman always 
makes good money. He is filling a 
very necessary place in the business 
world and always will. 


KNOW WHAT 
YOU SELLAND 
THEN SELL 
WH AT YOU 
KNOW — 
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ROYAL SUCCESS IN GUATEMALA 


Appointed as Royal dealer for 
Guatemala in September, 1921, Mr. 
James P. Howell has, since that time, 
made noteworthy progress in build¬ 
ing up a typewriter business that is 
=econd to none in that market. 
Through persistent and conscientious 
effort, he has increased the sale of 
Royals to such an extent that today 
r is easily the best known and most 
widely used machine in Guatemala. 

Mr. Howell’s success is, in a large 
measure, attributable to a policy of 
extensive advertising in the local 
newspapers and periodicals. Hardly 
a day passes that a Royal advertise¬ 
ment does not appear to remind the 
Guatemalan public that he is ever 
ready to serve their needs—and serve 
them well. This advertising is sys¬ 
tematically followed up by the regu¬ 
lar visits of the salesmen. A large 
majority of the Royal sales are being 
made on the time-payment plan and 
judging from the results obtained, 
Mr. Howell’s method of selling has 
proved very effective and is produc¬ 
ing a steadily increasing volume of 
business. 

Mr. Howell, whose photograph is 
reproduced (center), has his head¬ 
quarters in Guatemala City at 7th 
Avenida Sur, No. 13, (opposite the 
Continental Hotel) which is one of 
the principal thoroughfares in that 
city. In addition to his sales and 
office staff, Mr. Howell maintains a 
thoroughly equipped repair-shop 


distinction of receiving various gold 
medals as the winner in several type¬ 
writing speed contests. Mr. Morales 
has a staff of three young ladies as¬ 
sisting him, all of them speaking 


English as perfectly as their Spanish. 
This gives the school a distinct ad¬ 
vantage in being able to train stenog¬ 
raphers in English correspondence as 
well as in Spanish. 


At the time of its inception in Jan¬ 
uary, 1923, the school had about forty 
pupils. In January of the present 
year, the number of pupils have in¬ 
creased to about 250, a class of be¬ 


tween forty and fifty pupils having 
been graduated in December. So 
popular has been the demand for 
training at the Royal School that, 
during the year, it has twice been 
necessary to provide additional space 
to properly handle the constantly in¬ 
creasing number of Guatemalan 
pupils. 

The illustration at the right shows 
a portion of the interior of the Royal 
School and in the illustration (top) 
a number of the pupils are shown 
grouped at the entrance to the school. 
Mr. Morales, the Director, may be 
seen standing in the centre behind the 
Royal machine poster, the tallest of 
the* three gentlemen. The splendid 
progress made by the Royal School 
during its year of existence is indeed 
a tribute to the energetic efforts of 
both Mr. Howell and Mr. Morales as 
, well as to the co-operation of the 
, staff. 

In his work of organizing Royal 
sales in the Guatemalan market, Mr. 
Howell has from the beginning dis¬ 
played his ability as an organizer and 
it is largely due to his industrious 
methods of operating that the Royal 
today occupies its dominant position 
in that field. Mr. Howell and the 
members of his organization merit 
our full compliments for the excel¬ 
lent results that they have attained. 
We can express our confidence that 
the good work will go on as usual 
and we are glad to have Royal in¬ 
terests in Guatemala so capably rep¬ 
resented. 


where a competent corps of mechanics 
renders prompt service to Royal 
users and where machines of prac¬ 
tically any make can be repaired. 
“Service” is a by-word with Mr. 
Howell as may well be attested by 
his many satisfied customers. A view 
of our dealer’s workshop is presented 
in the illustration (left). 

In some of the smaller cities in 
the territory, Mr. Howell has ap¬ 
pointed sub-dealers to promote Royal 
sales in their respective districts, 
while the remainder of the outlying 
territory is covered by frequent visits 
°f salesmen sent direct from head¬ 
quarters. By this means, the territory 
has been exceptionally well covered 
nn d the results produced by the visit¬ 
ing salesmen have more than justified 
the additional effort required. 

Aa an adjunct to his regular office 
a Ppliance business, our dealer oper- 
ates the Royal School of Guatemala, 
located in the premises adjoining his 
8 howrooms. The school is under the 
Phonal direction of Mr. C. W. 
Morales, who has himself had the | 


The photograph which we have the 
pleasure of reproducing at the left, 
shows one of the classrooms of the 
Higher Commercial School at Na¬ 
goya, Japan, where a large number 
of Royal machines are used for in¬ 
struction purposes. 

These machines were supplied to 
the school by the Nagoya Branch of 
the Royal dealers for Japan, Messrs. 
Maruzen Company, Ltd., of Tokyo. 
Our dealers also have branches at 
Osaka, Kyoto, Sendai, Sapporo, Fu¬ 
kuoka, and Yokohama. 

The Nagoya Higher Commercial 
School is the newest and most promi¬ 
nent of the Japanese schools that are 
being organized under new and most 
modern methods. Royal typewriters 
have a very favorable reputation at 
this school as well as at numerous 
other schools throughout Japan. 

Maruzen Company, Ltd., are to be 
complimented on their successful in¬ 
stallation of Royal machines in this 
school nnd we are sure that it will be 
helpful to them in further Royalizing 
other Japanese public schools. 










































































































THE ROYAL STANDARD 


Machine a Day Club 

This month we are listing, you will notice, only the new members and 
the repeaters. On account of the growth of the club, we are compelled, 
through lack of space, to omit the names of members who did not, by 
their February records, make the club. 


New Members 

February 



W. E. AYERS 
Portland, Me. 




E. L. OWEN 
Detroit 


J. H. HINCK 
Jacksonville, Fla. 




V. M. RAMIREZ 
Guatemala 


G. C. BURGESS 
Rochester, N. Y. 


D. T. ELIAS 
Guatemala 


H. G. JONES 
San Francisco, Cal. 


S. II. GOODWIN 
London 


R. T. HEPWORTII 
London 


Dealers 

A. Y. Arant. 

Charlotte, N. C. 

Repeaters for February 

(Number beside each name denotes number of times member has repeated.) 


AKRON 

O. T. Wheaton (1) 

ATLANTA 

J. W. Mann (4) 

BALTIMORE 

J. C. O’Keefe (4) 

BOSTON 

H. E. Burton (6) 

E. F. Gallup (I) 

CHICAGO 

W. B. Larsen (9) 

E. H. Johnson (4) 

W. R. Pike (I) 

B. P. Hamil (5) 

J. M. Roberts (II) 

H. E. Nuhn (6) 

J. C. Laborence (6) 

A. J. Redding (3) 

H. P. Sutton (10) 

CINCINNATI 

G. C. Kinnamon (6) 

CLEVELAND 

M. C. Hull (2) 

DAYTON 

O. P. Gilmore (7) 

DETROIT 

W. F. L. Hosford (I) 


E. H. Benson 
Canton, Ohio 


Pound & Moore Co., 
Charlotte, N. C. 


W. W. Prior 
Trenton, N. J. 


HARRISBURG 

W. C. Whiteman (2) 

HARTFORD 

H. F. BRAINERD (14) 

INDIANAPOLIS 
W. F. Teer (4) 

JOHNSTOWN 

T. M. Patterson (I) 

KANSAS CITY 

P. W. Jones (10) 

LOS ANGELES 
J. M. Agnew (14) 

LOUISVILLE 

J. T. Wellman (14) 
Chas. Lorber (2) 

MINNEAPOLIS 

F. B. Thorne (4) 

NEW YORK 

H. J. Fuchs (2) 

J. Hedderman (2) 

R. H. Martin (4) 

B. J. Matthews (2) 

G. Rannenberg (3) 

J. Schwartz (7) 

R. W. VanNess (7) 

G. N. White (9) 


Dealers 

H. J. Roof 
Tampa, Fla. 

Tulsa T. W. Co. 
Tulsa, Okla. 

W. Coleman 
Wichita, Kan. 


NEW YORK—Cont. 

D. J. Allingham (14) 
R. R. Chaffa (5) 

T. M. Gleason (II) 

G. M. Guest (13) 

PHILADELPHIA 

L. A. Dunn (3) 

I. J. Gough (3) 

PITTSBURGH 

M. V. Miller (14) 

PORTLAND, Me. 

J. A. Clarke (I) 

PROVIDENCE 

E. D. Crandall (2) 

ST. LOUIS 

H. E. Shifflette (5) 

SAN FRANCISCO 
C. H. Billington (3) 

T. N. Colwell (2) 

SOUTH BEND 
Bert Mowers (I) 

SPRINGFIELD, MASS. 
L. B. Behan (4) 

WORCESTER 

A. R. Smith (5) 


J. E. Gaffaney 
Fargo, N. D. 

R. G. Nichols 
Topeka, Kan. 

H. G. Bancroft 
York. Pa. 


VISIBLE WRITING MACHINE CO., LIMITED, LONDON 


H. Jones 
H. D. Ebbutt 


J. Harrison 

B. Harris 

C. Salter 


L. Harris 
W. H. Roberts 


Joseph Foist, Czechoslovakia 

Mr. Joseph Foist has been kind enough to send us pictures of 
three of his salesmen who have made the M. A. D. Club. 

The Company congratulates these men on their records, and is 
very glad to welcome these recruits into the M. A. D. 





F. W. JOHNSON 
London 


Jan Hcjcman 


A CORRECTION—Mr. W. W. Coleman, dealer at Wichita. Kansas, made the 
M. A. D. Club in January, but his report was received too late to appear in the 
February issue of the "Standard. 



SCHOOL SALES CONTEST 

Portland, Me., heads the list for February by making a higher per¬ 
centage of its quota than has been secured by any of our offices during 
the first three months of our school contest. This is a very remarkable 
record and Mr. Ayers tells us that he is not going to rest during the 

m °Kansas M aty h \vas second with a high percentage of its Quota and 
Minneapolis was third with 1 per cent, less than was secured by Kan- 

SaS Mr tJ Dodge has made a statement that the School Cup is not going to 
leave Baltimore and we know that he is making a hard fight to prove 

th, The records which you are making this month will determine the 
office who will be entitled to the possession of this cup during the next 

tW °Bdow th fs the standing of our offices for February, based upon the 
percentages of school quotas secured. 


1— Portland, Me. 

2— Kansas City 

3— Minneapolis 

4— Bangor 

5— Boston 

6— Houston 

7— Memphis 

8— Grand Rapids 
Peoria 

9— Chicago 

10— Bridgeport 

11— New York 

12— Denver 

San Antonio 

13— Scranton 
Fresno 

14— Providence 

15— Philadelphia 

16— Birmingham 
Cincinnati 
Ft. Wayne 
Rochester 
South Bend 

17— Milwaukee 

18— Johnstown 
Oakland 
New Haven 
Richmond 

19— Davenport 
Springfield, 0. 

20— San Francisco 

21— Cleveland 

22— Indianapolis 


22— Jacksonville 
Youngstown 

23— Akron 
Harrisburg 

24— Baltimore 

25— St. Louis 

26— Hartford 

27— Pittsburgh 

28— Atlanta 

29— Albany 
Buffalo 
Columbus 
Dallas 
Dayton 
Des Moines 
Detroit 
Duluth 
Erie 
Newark 
New Orleans 
Omaha 
Rockford 
Springfield, Ill. 

Springfield, Mass. 

St. Paul 
Toledo 

Waco 

Washington 
Wichita Falls 
Worcester 

A. M. STONEHOUSE, 
Manager School Department. 


M. PYSKACEK MAKES 
UNUSUAL RECORD ON 
ROYAL TYPEWRITER 


Writes Quarter of An Hour at 
Thirty Words a Minute 


HAS A PERFECT COPY 


Mary typed at the rate of 30 words 
per minute without one single error. 



This is a wonderful example of ac¬ 
curacy, inasmuch as 15 minutes may 
not seem to the readers as being very 
long, to pound away at a keyboard in 
that time, 100 per cent, perfect, is 
indeed quite an accomplishment. 
Thirty words per minute is not a 
record breaking speed, for students 
of the Commercial Department at 
Harrison have been known to “hit it 
up” at the rate of 85 and better, but 
never has anyone written continuously 
and without an error, for that period 
of time. 

Mary is only a 3B. What will she 
do to Harrison’s famed machines 
when she becomes a Senior? She 
tells the writer she has followed the 
advice and motto of Miss Rae Horn¬ 
ing ever since coming to Harrison, 
which is: “Accuracy comes first; then 
speed.”—Republished through cour¬ 
tesy of the “Harrison Herald” School 
Newspaper of the Harrison Technical 
High School, Chicago.) 


EMPLOYMENT DEPARTMENT 

We are unable to give the standing 
of our Employment Departments for 
February in this month’s issue of the 
Standard, owing to the fact that all 
of the reports have not been received. 

According to the reports which we 
have received, Atlanta is first, based 
on percentage of quota obtained under 
“positions filled” and Detroit is sec¬ 
ond. Kansas City is first and Wash¬ 
ington is second, based upon the per¬ 
centage of sales quota secured. 

In our branches, Richmond is first 
and Jacksonville is second, based 
upon percentage of “positions filled” 
secured, and Toledo is first and 
Worcester second, based on percent¬ 
age of sales quota secured. 

A detailed report showing the Feb¬ 
ruary standing of our Employment 
Departments for Branches and Dis¬ 
trict Branches will be mailed at the 
earliest possible date. 

A. M. STONEHOUSE. 

Manager School Department. 

ADVERTISING- WILL- 
HELP TO MOVE THE 
G-OODS 'BUT IF IT 
COULD DO IT ALL 
WE WOULDNTNEED 

A SALES DEPARTMENT 



l' S L* Co ^ 

















































































